Persuasive Speech
Targeting the audience

Ms. Ridal



Moving from belief to action
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Persuasion

Perl sPeaker may want to change 5 Person’s
commitment to a Position bg strengthening
or weakening = Person’s commitment to an
Issue.

« Persuasion can involve changinga Person’s
mind on an issue. This is called conversion.

AL speaker may want to induce a spechcic
action, ca |in§ on audience members to act
or alter a behavior or attitude.




Motivation and Motive

« You need to access the motivation of
your audience.

« At a most basic level, humans seek to
attain Pleasure and avoid Pain.

« You must also consider your own
motives for delivering the speech: What
clo you want to accomplish?



Constraints on Effective Listening

Selective Iistening — We seek out
and pay attention to messages
- with which we alreacl9 agree.

This may lead to hearing
the common grouncl but ignoring
the message.

Knowing the audience’s
views on an issue changes the
way and the order in which you
Present information: Begin with
. areas of agreement and move to
areas of ﬁ erence.




Constraints on Effective Listening

Selective Perception

Denial - Listeners sometimes
refuse to acce ot a message that
challenges them to change) no
matter ﬁow well that claim is

suPPorted or defended.

Dismissal — Disregarclinga
message because one clisputes
that it ap Hlies to oneself.

Compartmentalization — Keeping

cornc icty ng belicﬁcs separatecl SO
that one need not be CONSsCIoUs cnc
the conflict between them.



Constraints on EfHective Listening

«. Selective InHuence —
. messages can be
understood in multiple ways

. Polgsemic — the message
interacts with listeners’
ditferent Prior experiences,
beliefs, and exl:)ectations.

. Boomerarcllg eHect — the
- audience does the op bosite
| cnc what the speaker wants.

"It definitely didn't look like a commercial plane,

I didn't seo any windows on the side. Agaln, It
was not a normal flight that I've ever seen at an
alrport. It had a blue logo on the front, and It
did not look like it belonged in the area.”

-Mark Burnback, a FOX reporter,
describing the second Impact live.



EHective Speaking

o Strengthening Commitment

+« Consciousness Raising —— the process of
making People aware of values and
commitments that theg have taken for
grantecl.

« Education to Commitment -- informative
strategjes mig}‘:t Provicle listeners with
backgrouncl theg need to understand an
issue, but a Persuasive speech goes further,
seeking to convince the audience to address
the issue



What Persuasive technic]ues

are bemg emplogecl here?



- Effective Speaking
Strengtheni ng Commitment

o lncreasing the sense of urgency -~
speakers will argue that

« Dtheissueis imPortant
« 2) it could be decided either way
« %) itwill be decided soon and

« 4) the listener’'s action could tiP the
scales




What's Mr. Gore trging to accomplish here?



- Ettective Speaking

o Weal«:ning Commitment

R Finclinga critical distinction -~ One way to
weaken commitment to a Principle is to defect
it IDB invoking a ditferent Principle.

Example: a person may believe in the death
Penaltg, but on|9 in cases where guilt Is certain.
The sPeaker may weaken commitment to
caPita| Punishment by arguing for manclatorg
DNA testing for defendants.




- Ettective Speaking

o Weakening Commitment

« Refutation -- This idea cha”enge_s an
audience’s commitment directly. It's the

attack or d@cense OF a cha”engecl
statement or claim.




Refutation

k lclenthcg the Position to be attacked. State
the Position as clearlg and as Fairlg as you can.

*

S Explain the signhcicance of the Position you

are attacking.

b Fresent and cle\/elop the attack. State your
Position and suppor‘c it with aPProPriate
materials.

gip o

Explain the impac’t of the refutation.

‘.ixplain wlﬁat&gour refutation has

accomplishe i



Conversion

R 'Dc:ople do change their mincls, abancloning their

~ositions behind and replacing them with others.

'« The aimis to alter a listener’s beliefs, either bﬂ
convincing them to accept something theg rejected
or Fﬁjédﬁ something theg acceptecl.




l nclucing a SPeciﬁc Action

« Involves Changing the listeners’ attitudes
and/or behavior.

s OF example: A person may agree that theg
shouldn’t eat fast food (attitude) but theg’“
eep orclering it anyway (behavior).

s on example: A person may stop saying
-acial slurs (behavior) but still be racist
(attitude).




